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Overview 

➢GSA’s Role  

➢ Industry Partner Role 

➢Best Practices/Ideas 

➢e-Tools  



GSA’s Role 

Support Industry Partners 

➢Contract Administration 

➢Education 

➢Vendor Support Center 

➢Advertise and promote GSA solutions through 

multiple forums 

➢Maintain strong online presence through GSA.gov 

 

 



GSA’s Role 

Support Federal Agencies 

➢Scope Reviews 

➢Acquisition advice 

➢Education and Training 

➢Conduct market research to ensure GSA contract 

offerings are relevant 

➢Ensure contract scope and T&Cs are adequate to 

meet ordering agency requirements  

➢Maintain strong online presence through GSA.gov 

 

 



Customer Service Directors 

➢GSA has a cadre of Customer Service Directors 

(CSDs) located throughout the World serving all 

federal agencies. 

 

➢CSDs provide front-line customer service and support 

to all agencies and have reach back capability to 

all of FAS to ensure customers needs are met. 

 

www.gsa.gov/csd  

http://www.gsa.gov/csd


 

 

Industry Partner Role 
 



Understand Federal Contracting 

 

 
➢Understand the details of your contract 

○ Multi-agency IDIQ or Schedule 

○ Ordering procedures (FAR 16.505 or 8.4) 

○ Interagency acquisition policy  

○ Be familiar with GSA ordering guides, e.g. MAS Desk 

Reference & OASIS Ordering Guide 

➢Understand the Marketplace (FPDS; FedBizOpps) 

➢Periodicals  (Government Executive; Federal 

Computer Week, etc.) 

➢Agency Websites 

 



Professional Services Category Website 

➢ PSHC Contract Vehicle fact sheets 

➢OASIS Industry Resource Library 

➢OASIS Dashboard 

➢ PSS SIN specific and OASIS Ordering Guides 

➢ PSS Modification Instructions 

➢ Professional Services BPAs 

 

https://www.gsa.gov/professionalservices 

https://www.gsa.gov/professionalservices


Now that You Have Your Schedule Contract 

 

 

➢ The Welcome Portal is located on gsa.gov 

○ First Steps Checklist - Contractor Compliance 

○ Time Sensitive Guidance 

○ Marketing your Schedule contract 

○ New Contractor Training Opportunities 

○ Additional etools links 

https://goo.gl/MTvYNS  

 

 

https://www.gsa.gov/acquisition/purchasing-programs/gsa-schedules/industry-partners/now-you-have-your-gsa-mas-schedule-contract-whats-next
https://goo.gl/MTvYNS


Administer your Schedule Contract 

➢ Ensure contact information and price list are always 

up-to-date  (see vsc.gsa.gov) 

➢ Process mass modifications in a timely manner 

➢ Be aware of current developments, new or revised 

SINs, and initiatives 

http://www.gsa.gov/psschedule 

http://www.gsa.gov/psschedule


What Happens after 20 Years? 

 

 
➢ Be proactive about submitting an offer for a new 

Schedule contract early into your final option period 

➢ Timely submission will help to ensure: 

○ Schedule contract continuity 

○ Eligibility to pursue BPAs that would extend 

beyond your Schedule contract end date 

 



 

 

Best Practices 
 



➢Mass emails are not effective 

 

➢Focus on end users and not just the buyer 

 

➢Attend industry days, not only meet government, 

but meet other potential business partners 

 

➢Procurement Technical Assistance Centers (PTACs) 

 

➢SBA funded organizations 

 

➢Advance Planning Briefing for Industry (APBI) 

 

➢Know your local small business office 

 



Capability Statement or White Papers 

➢ Point of Contact: Include name, phone number and email address 

➢ Company Credentials: DUNS and CAGE Code 

➢ Business Size: Include all small business classifications your company fits  

 

➢ NAICS:  Include the NAICS that cover your company capabilities (note primary 
NAICS – and the fact that NAICS must flow from contract) 

 

➢ Contract Vehicles:  Highlight what contracting vehicles your company has such 
as GSA Schedules, MACs, or GWAC’s 

 

➢ Past Federal Clients:  Provide a list of agencies you have worked to 
demonstrate past performance 

 

➢ Statement on Core Competencies:  Briefly identify your competitive advantage 
and how you can fulfill a customer’s needs better than another company 

 

http://www.coleygsa.com/blog/sba-issue-new-size-standards/


 

Teaming and Subcontracting 
 



Schedules Contractor Teaming 

➢ A Federal Supply Schedule (FSS) CTA is a business 

arrangement between two or more MAS contractors 

 

➢ Contractors join together to provide a total solution to 

meet an agency’s requirements 

 

➢ Contractors complement each other 

 

➢ Allows contractors to compete for orders for which 

they may not qualify independently 

 

➢Guidance at www.gsa.gov/cta  

 

 

http://www.gsa.gov/cta
http://www.gsa.gov/cta


Schedules Contractor Teaming 

➢ The FSS CTA does not create a separate legal entity, 

but allows FSS contractors to meet ordering activity 

requirements by combining the supplies and/or 

services from each team member’s separate FSS 

contract in response to ordering activity requests for 

quote.  

 

➢ Under an FSS CTA each member of the team 

maintains privity of contract.    

 

➢ The Agreement document is crafted by the FSS 

contractors who are partnering together, not the 

government.  

 



Schedules Contractor Teaming 

➢Orders placed under an FSS CTA are subject to the 

terms and conditions of each team member's FSS 

contract 

 

➢ Roles and responsibilities are defined by the team 

 

➢ FAR 9.6 is not applicable to Schedules teaming 

 

 



 

 

GSA eTools 
 



interact.gsa.gov 
 



















Contract Awarded Labor Category (CALC) 

➢ 30,549 users (FY18 YTD) spend an average of  11:34 minutes on the 

site 

➢ The CALC tool  is used for market research and IGCE’s (early in the 

procurement cycle) 

➢ This means greater exposure & name recognition by procurement 

professionals 

➢ Ensure you are visible to ordering agencies using CALC 

○ Labor Categories/Pricing 

○ Labor Category Keywords 

○ Professional Certifications 

○ Security Clearances 

 



http://www.ebuy.gsa.gov 



http://www.gsaelibrary.gsa.gov 



Forecast of Contract Opportunities 



Resources 

➢www.gsa.gov/schedules 

 

➢www.gsa.gov/oasis 

 

➢USA.gov (A-Z Index) 

• Government agencies Link 

➢Carroll Publishing 

• www.carrollpublishing.com  

➢Federal Yellow Book Mailing List 

• www.leadershipdirectories.com  

  

 

http://www.gsa.gov/schedules
http://www.gsa.gov/oasis
http://www.carrollpublishing.com/
http://www.leadershipdirectories.com/


Resources (cont) 

➢Federal Procurement Data System (FPDS) 
▪ www.fpds.gov 
▪ Requires some training 

▪ Don’t discount the usefulness of the data (type of funding, 

expiring contracts, etc.  

➢ ITSS for GSA Assisted Acquisition Services Opportunities  

https://portal.fas.gsa.gov/web/guest  

➢Air Force EPASS – uses FBO (OASIS opportunities) 

➢Federal Acquisition Jump Station 
▪ http://nais.nasa.gov/fedproc/home.html 

http://www.fpds.gov/
https://portal.fas.gsa.gov/web/guest
http://nais.nasa.gov/fedproc/home.html



